COMMUNICATING
WITH PERSUASION
AND INFLUENCE

HCM :8-9/05/2025
HN :13-14/05/2025

Do you mistakenly think being good at your specialty
is more important than communication skill? And you
have to “talk” more and be sociable to be a good
communicator?

Do you want to exploit the keys to persuasive and
influential communication and own effective
communication methods?

Do you want to solve the conflict and build good
relationships with supervisor, coworker and subordinate
with persuasive and influential communication?
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» Understand the definition and basics of communication in order
to be able communicate confidently.

* Present your message clearly, to the point and easy to
understand. Know how to make suitable questions, listen
thoughtfully and give effective feedback to others..

* Apply communication skills effectively to negotiation and
handle conflicts at workplace..

TARGET
@ Staff O Middle Manager

@ First-line Manager O Top Manager

2-DAY TRAINING

A good communicator could build good relationships
and get more success at work and in life.

Part 1. Definition and basics of communication
 Definition and power of communication
 Basics of effective communication
« Communication barriers and solutions

Part 2. Foundational skills for effective communication

2.1. Be confident and make strong first impression
* Clothes - Greetings - Speech - Attitude
* The Three V’s of communication

2.2 Questioning skill
* Purpose of questioning
* Types of questions (open and closed question)

* Points of questioning

2.3. Listening skill
* Levels of listening
» LACE technique (Listen, Acknowledge, Check, Enquire)
* Points of listening

2.4 Presentating and feedback skill
* Whole-part rule
* THINK technique
» Points of giving feedback

Part 3. Communication with persuasion and influence at work
* Forms of self-expression
» Other-oriented communication
* The P-S-B Formula to
» Persuade superior, subordinate and colleague
» Negotiate with partner and supplier
» Motivate subordinate

Part 4: Action Plan

% The above content is subject to change without prior notices

Head office in HCMC:

Address: T floor, Nam Giao Bldg. 1, 261-263 Phan Xich Long, Ward 2,
Phu Nhuan Dist.,, HCMC

Tel : +84 (0)28 3995 8290

Representative office in Hanoi:

Address: 12A Floor, Sao Mai Building, No.19 Le Van Luong St., Thanh
Xuan Dist., Hanoi

Tel : +84 (0)24 6685 0388

Mail: training-vn@aimnext.com

In charge Ms. Loan Anh (English, Vietnamese)
Mr. Nagayoshi Tasuku (Japanese)

/o ol TRAINING TIME & VENUE

Ho Chi Minh  08-09/05/2025 (Thu - Fri)
Time: 380 ~cEl
Venue: T Floor, Nam Giao 1 Bldg,
261-263 Phan Xich Long, Ward 2, Phu Nhuan Dist
Ha Noi 13-14/05/2025 (Tue - Wed)
Time: 8:30 ~16:30
Venue: 12F, Indochina Plaza Tower,
241 Xuan Thuy, Dich Vong Hau, Cau Giay Dist
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Ms. T. D. CHAU

* Bachelor in English (Ho Chi Minh University of Social Sciences and
Humanities). Certified trainer training in international training projects,
such as: Better Work Vietnam, Business Edge and PPP-GIZ.

* 23-year working experience in marketing, sales, retails and
manufacturing. For more than 10 years of those, holding executive
position in chains of management, sales, marketing and customer
service. 14 years holding position as manager of Training and
Development Department, and professional trainer.

* Expertise areas: Management and Leadership skills, Customer Service
and Sales skills, Self-Developing Skills, Emotion management, Positive
thinking, etc.

3 COURSE INFORMATION

OSSP ¢
[Language] Vietnamese
[Fee] 5,400,000 VND/Person

(Lunch for 2 days, not including VAT).
For companies with 2-4 participants, a 5% discount is
applied & those with 5 or more participants, a 10%
discount is available.
(Applied separately for training in HCM & in Ha Noi)
[Method] We applied offline training
[Partcipants] HCM: 28 people - HN: 30 people
(First-come, first-served basic).
[Registration] Fill in the attached “Application form” and send to
AIMNEXT via Email (training-vn@aimnext.com).



